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Bill:

... and I'm interviewing David Rahall.

David:
I work at Amsbary's and I'm the manager of the 321 Shop.
I've been there eight years.
I'm one of the assistant buyers and
overall manager throughout the whole store. Uh, I'm assistant
floor manager. We've been established for 57 years. And
I'm ... it's a men's clothing store, which we have just recently,
within the last ten years, started carrying women's clothing.
Bill: Uh, okay, could you tell us a little bit about the type of
products that are sold there?
David: Well, basically, we sell men's clothing, as far as suits,
anywhere, starting with underclothing, you work your way up to
uh, suits, sportswear, tenniswear, swimwear, any kind of
accessories, cologne, handkerchiefs, uh, jewelry in a sense, and
uh, and women's clothing. We carry junior's clothing and we're
aiming towards the middle-aged woman. And uh, uh ....
Bill: Well uh, has Amsbary's pretty much always sold that type
of thing or did they ... do you know anything about you know, what
they originally started out as? Has it always been goes ... is it
just ... ?
David: Well, that's downtown Huntington and we were located on
321-l0th ave ... 10 street and their father, Mr. Amsbary, L.B.
Amsbary, uh, I assume he picked out the location and it was a
rather small place at the time. Which he expanded thereof.
I
don't know why he picked out the place.
Bill:
Okay. Uh, basically how ... how do you train employees uh,
at ... you don't have to be in - depth but ... you know, basically, do
people just ... are they just hired and they sort of work their way
up or uh ... ?
David: We hire ... we hire salespeople mainly and if we have a
salesman that stays with us for a long time, like in my case,
I've been there eight years, they give you more responsibility.
And through this responsibility, if you can, you know, cope with
their orders and what you have to do (yeah). Uh, they'll give
you more; well, they'll give you increased salary plus position
raise.
Bill: Uh, the delegation of authority is something here I
thought I'd ask you about. You might know something about it.
Just basically does Mr. Amsbary uh, you know, does he manage the
place or ....
David: Well, now, Mr. Amsbary, he's retired and his two sons are
running it.
Joe Amsbary runs the men's clothing department which
is the upper men's clothing bracket, better men's clothing. And
David Amsbary runs the 321 Shop, which is young men's clothing
uh, college prep and uh, the main floor, which we have uh, oh,
probably the 35, 45, 55 year old. And delegation of

authority .... orders usually come from David Amsbary or Joe
Amsbary, depending on who you're under. And they have their
managers and assistant manager who they will talk to. And from
there the managers and assistant managers •will give the orders,
as far as what has to be done.
Bill: Okay, that brings me to another question.
your supplies, just your main suppliers?

Uh, who are

David: Well, some of the major company's that we deal with is
uh, Hart-Shaftner & Marx, J. Mar Ruby & Co., After Six tuxedos
and formal wear, Haggar, Farrah, uh, Cotler slacks, Arrow Shirt
Co., Excelo Shirt Co., there's various, I can go on for you know,
quite a few minutes just naming companies off.
But those are
major supplies; those are the basic major supplies for Amsbary's.
Bill: Well, okay, we'll get a little bit into the social history
here.
Uh, just give me any thoughts you might have on uh, what
society had to do with the business.
In other words, what ... do
you think they've established customers throughout the years
basically this ... you get the same clientele coming in all the
time?
David:

Yeah.

Amsbary's ....

Bill:
I mean, do you think they were meetin' the needs for men's
clothing down here? I mean, there's a few other clothing stores
around and uh ....
David: Amsbary's has a very good reputation with their clothing
and clientele. Uh, I say that, because there's been many
probably over 6 or 7 men's clothing stores that have came and
gone since then, Angel's, Lambros & Sons, uh, uh, Dunhill's, a
few others that have came and they may had a good line for awhile
and all this, but Amsbary's has always had established clientele.
They're had established name in town for being a good men's
clothing store.
Bill: Do you basically serve the same kind of people and the
same ....
David:

I say we s t i l l do.

Bill:
Yeah. Uh, have uh, have Amsbary's thought of using
computers or in the business or have they ... brought 'em in yet?
David:
Just recently we started on computers. We first uh,
started with the CDS Corporation that gives us our inventory, all
our inventory is· computed on this, all the sales books, the
sales-persons' numbers, what they sell, will be computed uh, it
analyzes the whole inventory of the ·store as far as employees and
inventory per se.

Bill: Yeah. Have you, you know, ever felt the need for retraining or has the store ever felt the need to have to re-train
employees, you know, deal with changes in technology uh,
computers and what not?
David: We always, well, for our sales people we have sales
meetings once a month, just to give salesmen new ideas. And you
can never have enough ideas as far as how to sell (yeah) and as
far as the managers ... they ....
Bill:

.... training programs and things like that?

David: As far as the managers go,t hey send us out to training
programs, managerial training programs, to re-train employees,
have new techniques. There's always something you can learn out
of these.
(Well uh ... ) But themselves they don't have anything
established.
-Bill: Mmm-hmm. Have the employees ever unionized or you know, I
guess in that type of business you really wouldn't need a union.
David:
Bill:

Yeah.
Yeah.

To my knowledge, no.
Have they ever tried to or anything?

David: No, I don't believe so.
I don't see that they ever had a
need, at least since I've been there.
Bill: Okay, Dave, I wonder if you could tell me a little bit
about how you all set rates of prices?
David: Well, the main way we set our prices on our inventory, we
have a key markup, which is a hundred percent.
If an item comes
you know, $20 to us, we mark it up to $40. That's normal for any
store that handles any clothing. Plus, if the company has it's
own national price when they send it in to the store, we'll mark
it at that and we're probably not getting key markup out of that.
Bill: Mmm-hmm. Okay. How do you, you know, measure profits?
Account ... basically keep account of merchandise and net and gross
and all of that.
David: Well, at the end of every year, we take an overall
inventory of the whole store, all the merchandise that's in the
store, and this ... this will tell us you know, how much profit we
have made, plus we have cost accounting and other things that
will ... that it's based on.
Bill: Mmm-hmm .
department?

. Do you know anything about the accounting

David: We have an accounting department that takes care of
everything. That's really out of my league to comment on that.

Bill: Yeah, basically, you're in management, so ... okay. Well,
Dave, I was wondering if you could tell me a little bit about the
changes you've seen since you've been working there?
David: Well, one of the major, well, some of the major changes
at Amsbary's was uh, the re-location of the store for us. We
were in a small store, less than 20,000 square feet, and we moved
to a store right next, right next to us that had over a 120,000
square feet, which we are utilizing today. Uh, we have an
increased inventory in that store, and I think that's a lot more
personnel, too. And this has a lot to do with, well, just a
major change for them. Well, there's been a lot of change over
in personnel since I've been there within the last eight years.
A lot of sales people come and go, they find better jobs. And I
don't see a lot of people settling down at one place.
Except for
a few of us.
(mmm-hmm) And another thing I've seen, change in
fashions.
It used to be everything was wide, wide ties, wide
lapels, wide bottoms on slacks, and no pleats or anything, and
. now everything's pleated, thin lapels, thin ties, you know, the
fashion is all changed since I've been there. Uh, and as far as
economics go, people in general eight years ago would buy a suit,
4 ties, a couple of shirts, along with it. Now when they come
in, they want to buy a sport coat that they can wear 5 pairs of
pants with. They buy two basic shirts and maybe a few ties to go
with it. They're trying to make their dollars stretch a lot more
than they were yesterday.
(uh-huh)
Bill:
It's uh, do you think it's because of the economy and all,
that people are doing that?
David:
Yeah, economy, you know, they're trying to get more out
of their money and the economy is bad, but they're making do with
what they have.
Bill: Uh, you said something a minute ago about employees
leaving and gettin' better jobs, uh, most of your sales people
work on a commission basis or just some of 'em?
David: Well, when people come to Amsbary's, they start off as a
salesman at minimum wage (uh-huh), and they may make 1%
commission. Now, when you prove yourself to the store and you
have sold a lot of merchandise or just made a lot of money for
the store, they'll raise your commission like within a six month
period, uh, if you're doing well.
Bill:
But uh, you know, do you feel you can make a pretty good
living wage o commissions down there or . . .
David: Well, th~ir commission is based, is not a base
commission.
(yeah) You'll make like minimum wage plus like 1 or
2 percent commission. They don't let you make any more that I
think 3 or 4 percent commission. Unless you work on the 2nd
floor in the suit department. Now that is out of my field and
I'm not sure about that.

Bill: Well, uh, you know, the commission is pretty much
something it's up to you how much you make (yeah), I mean, you
pretty well have to earn it.
David: Yeah, you earn it.
If you're a good salesman, which I
am, I've been in the top 5 for the last, well, 6 years that I've
been counting, and that's out of ninety some employees also. And
uh, if you're good, you can make money with it.
Bill: Mmh.
employees?

You have 90, Amsbary's has basically about 90

David: We've opened up . . • we have three stores now: one in
Charleston, Ona Mall and dountown Huntington. And I would say
roughly 90 -- 100 employees, somewhere around there.
Bill:

Now, is that all three stores?

David: That is all three stores (yeah). And we have the
majority working downtown Huntington, which is around 40
employees.
Forty or fifty, I'm not sure.
Bill:

What are you thoughts on the survival business?

David:
I think Amsbary's have survived because ever since I've
been there, they have taught us how to greet customers and say
hello to 'em, instead of walking up to 'em and saying, may I help
you. We're trying to build up . . . well, they have built a
personality with Amsbary's when people walk in, it feels like
you're sort of walking in a little home of yourself, that
everybody knows you by first name, and they know what you want,
what you like and you always have one special person's gonna take
care of you when you walk into Amsbary's; it have personality.
(uh-huh) And I think that's how they have really survived.
Bill: Do you think that there's still a need for that today and
you know, more or less.
David:
I think there"s more of a need for that today.
No enough
people practice it. They work at a major store and they say,
well, I got a job, you know, I don't care about waitin' on
people, all I want to do is ring up sales. But if you don't
build up a clientele, or if you don't build up a personality
within yourself, people aren't gonna come back to your. They're
looking for special attention and if they get it and you pamper
them, you know,
they're always gonna come back
to you.
Bill:
So you feel that this personal approach is what kept
Amsbary's in business and what will continue to keep it in
business?David:

Yes, I feel that is.

Bill:

Okay.

That really makes a big difference.

David:
It makes . . . it makes a big difference to the sore, and
to other things. You know, there's other things like that, the
management there and their buying, how their buyers buy, and uh,
all this adds up but I think personality of the store, that's
number one on the list.
Bill: Mmm-hmm.
this interview.
David:

Well, Dave, I'd like to thank you for giving me
I really appreciate it.

Oh, any time.

Bill: Okay. And uh, is there anything that you'd like to add,
just in a general sense, about . . . about the sore or about the
retailing business?
·
David: Well, there's a market for . . . there's a market for all
retail businesses and uh, one thing with Amsbary's, men, are
always gonna need clothes, and I think that's what Mr. Amsbary,
in the beginning, say. And io that's why he opened up this
business.
Bill: Yeah.
again.
David:

Well, that pretty well sums it up.

And thank you

Thank you.

Bill: And uh, I'd just like to say good luck in your business in
the future and uh, . . .
David:

Thanks, Bill.

Bill: This interview was conducted May 3, 1984 in Room 214, TTE,
Marshall University, Huntington, West Virginia. The interviewer
was Bill St. Clair.
END OF INTERVIEW

